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ABSTRACT 
The Eastern Cape Province is endowed with numerous aquatic resources with 
aquaculture potential. Farmers in suitable areas across the province are turning to 
fish farming as a way of producing high quality food, either for their families or for the 
market, and as a way of earning extra income.  
This research study therefore sought to examine the business management skills of 
the current aquaculture practitioners in the province as to enhance them. Literature 
reviewed showed that various business management skills that an aquaculture 
practitioner is required to have in order to enhance income sustainability. The 
business management that seemed to be of importance in enhancing income 
generation were identified, and those included, marketing management skills, 
financial management skills, operations management skills, and supporting skills 
which include, computer skills, technical skills , negotiation and time management 
skills. 
The study employed descriptive survey design and stratified sampling design was 
used in order to select a sample size of 55 respondents. The study adopted online 
survey questionnaires as instruments of data collection. Quantitative research 
approach then took place from chapter three in the empirical data collection, analysis 
and interpretation. Data collection tool was the constructed using the developed 
theoretical framework to determine the perception about the level of business 
management skills of aquaculture practitioners. Data was then collected using an 
online survey because it was seen as convenient and time saving to the researcher. 
The collected data was the recorded, organised and cleaned. The necessary 
statistical calculations which include; Pearson r counts, mean, mode, median, 
standard deviations, percentiles, chi-square, Spearman rank and percentages were 
performed. These statistical analyses were used to describe and interpreted the 
data. 
The findings indicate that the most aquaculture practitioners are the middle aged 
people from the age group 45 to 50 years.  The results also show that the present 
aquaculture practitioners marketing management skills are still not considered in the 
aquaculture business because in the aquaculture industry there is currently less 
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advertising as the demand for the products surpasses the production. The marketing 
management skills elements that appeared to be low negative include, considering 
the needs of the market, identifying target market, working out marketing strategy 
and finding ways to do better that the competition. The findings also indicate that the 
respondents also seem not to be confident about applying their personal life skill like 
time management and negotiation skills. The majority the respondents have on 
average had received education training in Honours/B.Tech Degree qualification. 
More of the respondents had on average worked more than 11 years. The abalone 
industry aquaculture sub-sector seems to be the most dominating subsector. 
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CHAPTER ONE 
INTRODUCTION AND CONTEXT 
1.1 INTRODUCTION 
Aquaculture, also known as aqua farming is used to refer to the farming of aquatic 
products such as fish, crustaceans, molluscs and aquatic plants. As an industry, 
aquaculture involves cultivating freshwater, saltwater products and aquatic species 
under controlled conditions for commercial purposes and it depends on advanced 
technology, scientific research and location suitability. The aquaculture sector in 
South Africa emerged in an attempt to meet the local demand of seafood that is 
declining due to overexploitation of marine resources (South Africa’s Aquaculture 
Yearbook, 2013).   
The Eastern Cape Province participates in aquaculture production and is considered 
the second largest producer of marine aquaculture products in South Africa 
(Ntsenyana, 2015). Currently, in South Africa, the Eastern Cape Province has 12, 5 
aquaculture producers (Botes et al, 2006) (Hinrichsen, 2008).   
South African Marine Aquaculture market structure  
According to the Aquaculture Year Book 2014, aquaculture products are traded in 
the local and international market and this varies depending on the species produced 
and the size of the business. Marine species such as abalone are mostly traded in 
the international market to Asian countries such as China therefore sound marketing 
skills are required by the aquaculture practitioner. Hetch (2016) identifies a lot of 
reasons for aquaculture business failure which include poor financial management 
(capex, opex and cash flow).  
1.2 PURPOSE OF THE RESEARCH  
This research study seeks to examine the business management skills that the 
aquaculture practitioners have in order to generate sustainable income from various 
aquaculture projects in the Eastern Cape Province.   
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As it has been mentioned by (Rouhani & Britz, 2004) that the reason why the why 
the Aquaculture practitioners lack business management skills is because of 
inadequate training of Aquaculture practitioners in the province. The South African 
government puts little or no effort in investing on the development of skills in the 
Aquaculture to ensure that there are trained, skilled and qualified practitioners who 
run the sector.   
This chapter is used to provide an overview as to the background to of the study, the 
research problem, research questions and objectives of the study. The chapter will 
also be used to provide a preliminary review of literature and the methodology as 
well as the population and sampling and programme for analysing, to be adopted for 
the study will be explained.  
1.3 MOTIVATION FOR UNDERTAKING THE RESEARCH  
The Aquaculture sector is one of the young and growing sectors in South Africa. 
After the State of the Nation Address (SONA) in 2001, the South African President 
Doctor Gedleyihlekisa Jacob Zuma announced that aquaculture is one of the focus 
of Operation Phakisa (OP) and that the industry has a significant contribution to the 
Gross Domestic Product (GDP) of the country. Since then everyone has been talking 
about the industry some wanting to enter the industry and have their own farms. 
People tend to enter the industry without having the necessary skills to manage their 
businesses and that is another factor that leads to business failures.   
It is hoped that the findings of this study will create awareness to the young and 
emerging Aquaculture practitioners on what to take into consideration when deciding 
to start an Aquaculture business project.  Through this study it is hoped that the 
literature will contribute towards the development of Aquaculture in South Africa as a 
means of sustainable development.   
1.4 PROBLEM STATEMENT      
In South Africa, Aquaculture is seen as a complementary development to harvest 
natural resources (Safriel & Bruton, 1984).  In a study conducted by the Department 
of Agriculture Forestry and Fisheries, it was found that fish production in the Eastern 
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Cape and in South Africa at large is capable of creating employment, augmenting 
income and improving the standard of living of the people.  
According to (DAFF, 2016) there are four enabler issues that relate to the ability of 
the projects to operate. These are cross-cutting issues that impact the sector as a 
whole. Small pool of skills and knowledge is one of these issues. This study focuses 
on the lack of business skills by the management of the aquaculture business 
ventures. According to Flick & Martin (2012: 295) aquaculture businesses fail and it 
is not because the Aquaculture practitioners are poor biologists but they lack good 
business management skills. According to (Britz & Rouhani, 2004) the reason why 
the Aquaculture practitioners lack basic business management skills it is because of 
inadequate training of Aquaculture practitioners in the province.   
Hetch, 2016 in his research to determine best practices for aquaculture in South 
Africa, he found that the application of appropriate techniques and good 
management can result in high yields and a good income. Hetch, 2016, identifies 
human resources as one of the eight key success factors for commercial 
aquaculture, which include the three key business management skills, marketing 
skills, financial management skill and operational skills.    
1.5 RESEARCH OBJECTIVES    
• The primary aim of this research study is to outline the necessary business 
management skills that an aquaculture practitioner needs to have in order to 
generate sustainable income.  
• This research aims to make recommendations on the development of 
Aquaculture practitioner’s business skills in the province and even nationally.   
1.6 RESEARCH QUESTIONS   
• What is aquaculture?   
• How does the aquaculture sector function?   
• What are business management skills an Aquaculture practitioner needs to be 
a sustainable income generator?  
• How do Aquaculture practitioners in the Eastern Cape Province perceive their 
Aquaculture practice business skills?   
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The development of aquaculture practitioners’ business skills is a significant issue, 
which needs to be addressed by all stakeholders in the agricultural socio-economic 
network; those stakeholders include the associations of the farmers, organizations 
that focus on aquaculture research and advisory, market and chain parties, 
governmental and social agencies.  
The researcher wants to find about are the aquaculture business management skills 
that aquaculture practitioners have and how they perceive their business skills.   
When the research knows what the employees think about the Aquaculture business 
owners’ skills, the researcher can determine what in the Aquaculture business 
owner’s skills need to be enhanced in order to make sustainable income. 
1.7 DELIMITATION OF THE STUDY  
The study focused on the various aquaculture businesses based in the Eastern 
Cape Province. The research study solely focused on the aquaculture farms that are 
registered in the marine rights register of the National South African Department of 
Agriculture Fisheries and Forestry (DAFF). The coastal towns that participate in aqua 
farming in the Eastern Cape are; Port Elizabeth in the Algoa Bay, East London and 
Grahamstown. 
The study had its own limitations which include the fact that the study only relied on 
the perspectives of the respondents, whom are the business owners-managers. 
There is a potential of validity problem with measuring performance based on their 
perceptions, having to evaluate themselves, could be biased. However, according to 
(Kunene, 2006) a variety of businesses might not be willing to supply the researcher 
with the information that they need for objective measures because of their suspicion 
of the academic research or its motives. 
1.8 THE RESEARCH DESIGN   
Descriptive survey design business management skills of the aquaculture 
practitioners that are registered with the South African Department of Agriculture, 
Forestry and Fisheries (DAFF) in the Eastern Cape Province.  This design describes 
events as they are. It facilitates rapid data collection and ability to understand 
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population from a sample. It helps answer the questions of the current and past 
status of the subject once data is collected (Oso & Onen, 2009). Descriptive design 
allows the researcher to generate both numerical and descriptive data that can be 
used in measuring the relationship between variables (Orodho, 2004: Kothari, 2003). 
The data for this was collected in three stages. Below is the description of the 
research process.  
Figure1, is showing the graphic representation of the research process in which the 
research and analysis for this study was conducted. 
 
Figure 1.1: Process for research and analysis 
The literature review was essential to understand the topic at hand and the dynamics 
it necessitates and also it was necessary to come first to fully understand the topic at 
hand before other research could be conducted successfully. The literature review 
provided the theoretical framework (See Chapter 2), which guided the structure and 
data format of the data collection tool (questionnaire). 
The process entailed:  
The study used a quantitative research methodology to gain the general answers to 
research questions. The data was collected using an online survey. Questionnaires 
were sent via email directly to the participants to answer the questions. The data 
collected was then  analysed using descriptive nature of statistical analysis was used 
to analyse the collected data, making use of measures of central tendency, which 
includes the mode, mean and median; measures of dispersion (standard deviation 
and variance) and measures of correlation.   
  
6 
1.9 DEFINITION OF CONCEPTS  
Aquaculture:  The term Aquaculture is simply defined as the farming of aquatic 
organisms (plant and animal), including fish, molluscs, crustaceans and aquatic 
plants, cultivation of animal or plant life in water (WRC REPORT, DAFF: 2010).   
Skills:  Wickham (2001:41) defines “skills” as knowledge that is demonstrated by 
action, an ability to perform in a certain way. This is in line with the UK department of 
education’s definition, which defines skills broadly as the ability to perform tasks 
according to a predefined standard of competence (Tustin (2003:26). Also a skill is 
defined as a combination of knowledge and the ability to apply it (Rwigema & Venter 
2004:43). AlMadhoun & Analoui (2002:432) defines skill as an ability which can be 
developed and which is manifested in performance, not merely in potential; the 
ability to translate knowledge into practice. Synonymous with skill are the words 
competency, capability, ability, aptitude, knowhow, knowledge, proficiency, 
expertise, adeptness and capacity (Oxford dictionary, 2005).  
Business skills: Kunene 2008, Business skills cover all the conventional 
management training areas in a business, including being able to formulate business 
plans, and financial, marketing, operational, human resources, legal, communication, 
and management skills.  
Aquaculture business:  Business opportunities arising from farming of aquatic 
animals and fish trading activities  
Business practitioner/Entrepreneur: (Martin & Osberg, 2007:34; Alvord, Brown & 
Letts, 2001:135; Dees, 1998:1; Bolton & Thompson, 2004:21; Lowe & Marriott, 
2006:198; Krueger, Reilly & Carsrud, 2000:411) an entrepreneur is a person who 
sees an opportunity in the market; gathers resources and creates and grows a 
business venture to satisfy these needs. He/she takes the risk of the venture and is 
rewarded with profit if it succeeds. However, it is acknowledged that except for profit 
and wealth creation, there are various other drivers of leading entrepreneurs to start 
and run businesses including the drive for wealth, profit, self-employment, 
achievement, independence, artistic, aesthetic, altruism, transformation, values, 
beliefs, ideologies as well as other social, political, economic and environmental 
benefits  
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Aquaculture practitioner: A person who is specialist in either freshwater or marine 
water animals. Aquaculture practitioners specialize in raising and breeding aquatic 
animals such as shrimp, fish, oysters and perlemoen in a controlled environment 
(AASA-Aquaculture Association of Southern Africa). 
Income: Net earnings from fish farming and other aquaculture business activities.   
Sustainable income:  Sustainable income is the most likely level of income to be 
obtained in the future (Paul et.al, 2004). 
 
 
1.10 OUTLINE OF CHAPTERS  
Chapter 1  
This presents the research problem and the setting. It introduces the research 
problem, the aim of the study, the objective, the methodology and the deployment of 
the study.  
Chapter 2  
This chapter aims to review the relevant literature on aspects of aquaculture, 
aquaculture practitioner’s business skill to enhance income generation.   
Chapter 3  
The aim of this chapter is to highlight specific methodologies and procedures that the 
researcher has used in this study. This chapter outlines the design of the present 
research and the population of the area that was studied.  
Chapter 4  
This chapter will focus on the analysis of data collected from the fish farms in the 
Eastern Cape Province. Demographics of the Eastern Cape Province will be 
discussed.  
  
8 
Chapter 5   
This chapter presents a summary of the most important findings and the issues 
identified as hurdles to the aquaculture practitioners’ ability to generate successful 
income, the conclusion of the whole study and recommendations.  
1.11 CONCLUSION  
The researcher assumed that the sample chosen was adequate to help in drawing 
valid conclusions and that the respondents would be honest in giving the reliable 
information. The other assumption was that variables in the study would not change 
in the course of the research period. The researcher also assumed that the 
respondents would be co-operative and willing to give information. 
The next chapter focused on the theoretical aspects of business management skills 
in the aquaculture industry.  The literature was reviewed from various sources 
including academic journals, books, publications and government publications and 
websites to develop a theoretical framework grounding the research.  
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CHAPTER TWO 
LITERATURE REVIEW 
2.1 INTRODUCTION 
The main aim of this chapter is to review the relevant literature and theoretical 
aspects of aquaculture and business skills that the aquaculture practitioners need in 
order to enhance income sustainability, and also to find out to what extent the 
business skills influence successful income generation. 
In achieving the purpose of this chapter, the review of literature will provide, historical 
background of aquaculture practice, contemporary context, theories and concepts in 
the discipline of aquaculture, the research that has been done in the past regarding 
the business skills that are required by an aquaculture practitioner, by pointing out 
the limitations as well as answering the research sub-questions. 
2.2 HISTORICAL BACKGROUND AND CONTEMPORARY CONTEXT 
Nash (1995) defines aquaculture as “the farming of aquatic marine or fresh water 
organisms including fish, molluscs, crustaceans, and plants in a controlled or 
selected aquatic environment with some form of intervention in the rearing process 
to enhance production, such as regular stocking, feeding protection from predators.” 
Farming also implies individual or corporate ownership of the stock being cultivated. 
Aquaculture practice started over two thousand years ago, but it is only during the 
past few decades that intensive aquaculture has developed in certain parts of the 
world into commercial activity (Safriel & Burton, 1984). Its businesses have potential 
to make sustainable income if they are managed properly (DAFF, 2010) (Botes et al, 
2006). 
Each and every business venture requires relevant business skills for better 
performance and its income success (Tamkin, 2005). The lack of business skills and 
abilities and other important business issues like finances being unavailable can 
possibly lead to the failure of the business (KZN, DARD, 2006). 
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Many farmers have a failure to keep basic accounting and farming records of farm 
operations. The outcome of this could be a difficulty in the aquaculture practitioners 
to apply for funding opportunities that help with the improvement of the farm 
operations and expanding through investments. This further leads to the commercial 
aquaculture business to having financial constraints and being not being able to pay 
for services to successfully run the farm. These services include electricity, 
maintenance of pond and water. That will then result to the inability to farm and the 
business will have to close down (KZN, DARD, 2006). 
2.3 FORMULATION OF DEPENDENT VARIABLE AND THE ARGUMENT TO 
BE PURSUED 
For a few important exceptions, the role of business management skills that play in 
the economics of agriculture has been given little emphasis. Furthermore, the 
researcher used few of the research papers associated with the generic business 
skills literature to inform aquaculture practitioner’s business skills that influence 
income generation. 
The management skills of a business entrepreneur are an indication of how well the 
entrepreneur can perform important tasks or activities in a business (Nieuwenhuizen, 
2014: 36). Business skills are required to run the business on a daily basis (Botha, 
2006:70). One of the dictionary definitions of good management is the skilful use of 
materials and time towards the achievement of business objectives (Sackett, Rose & 
Adamson, 2003:298). Business skills cover all the conventional management training 
areas in a business (van Vuuren & Nieman, 1999:4; Monk, 2000:12). Organizations 
that are well managed develop a loyal customer base, grow and prosper (Nieman, 
2006:19; Mughan et al, 2004:428). 
Having inadequate business management skills is one of the most prominent 
reasons for failure of businesses (Viviers et al, 2001:5; Monk, 2000:12). It is possible 
to identify various skills of effective and efficient managers who run successful 
businesses (Van Dyk, Nel, van Loedolff & Haasbroek, 2001:37). Small businesses 
face challenges especially in areas of marketing, accounting, finance and 
management of people (Karanja et al, 2013). An inadequate technical and business 
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skill within the business environment impacts negatively on the business returns 
(Karanja et al, 2013). Below is the discussion of the various skills: 
2.3.1 Marketing management: 
Marketing management includes market concept and market research that 
contribute in the productiveness of the business. The marketing concept replaced 
the production approach in management philosophy to enable businesses to adjust 
their resources effectively to the needs of customers. Market research, is an 
instrument of marketing philosophy, has developed many methods of studying the 
needs of consumers. Methods of studying and determining consumer habits and 
segmenting markets, and strategic management aids, have also stimulated 
marketing management to higher productivity (Cronje, Du Toit & Matlala, 2000:31). 
2.3.2 Financial management: 
Financial management as an area of business management has also tested many 
methods, especially, financial ratios (Cronje, Du Toit & Matlala, 2000:31). 
2.3.3 Operations Management 
Operations management includes group of activities concerned with the physical 
production of products; the establishment and layout of the production unit, the 
conversion of raw materials and semi-finished products into finished products and 
scheduling services which are produced by the market (Cronje, Du Toit & Matlala, 
2000:32). 
2.4 CONCEPTUAL FRAMEWORK GROUNDING THE RESEARCH 
This section will explain the linkage between the identified business management 
skills and their element and how they influence dependent variable. The business 
management skills that are going to be discussed include: marketing management 
skill, financial management skills, operations management skills and supportive 
skills.  
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2.4.1 Marketing Skills 
Marketing is critical in small businesses like aquaculture farms because it creates 
revenue for the small businesses through the sale of goods and services (Karanja et 
al, 2013). It also creates utility for the customers through value addition (Kotler, 
2010). 
Small businesses however face many marketing challenges that hinder their ability 
to achieve their goals. The lack of market information is one big challenge. In this 
age, market information is critical in the success of any organization (Weaver and 
Pak, 1990). 
A majority of small businesses do not practice the marketing concept which 
recognizes the supremacy of the customer and ensures customer satisfaction. The 
selling concept is what is mainly practised by most small businesses. This concept 
mainly focuses on sales volumes without regard to customer satisfaction. Small 
businesses need to adopt the marketing concept as a long term strategy, because it 
ensures long term profitability and growth (Karanja et al, 2013). 
The researcher found two different yet similar definitions of marketing, below are the 
two definitions: “Marketing is defined as an organisational function and a set of 
processes for creating, communicating and delivering value to customers and for 
managing customer relationship in ways that benefit the organisation and its 
stakeholders” (Kotler, Burton, Deans, Brown & Armstrong, 2013:4). 
Marketing is an activity, set of institutions, process for creating, communicating, 
delivering and exchanging offerings that have value for customers, clients, partners 
and society at large (American Marketing Association, 2008). 
The first definition emphasises the value a customer has and the second definition 
also includes those that are indirectly involved in marketing, namely society as a 
whole. According to (Cronje, Du Toit & Matlala, 2000) Marketing consists of 
management tasks and decisions directed at successfully meeting opportunities and 
threats in a dynamic environment, by effectively developing and transferring a need-
satisfying market offering to consumers in such a way that the objectives of the 
business, the consumer and society will be achieved. Marketing is the bridge 
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between a business and its environment, bringing into contact the business and its 
market, providing input in the development of the business’s mission and strategies, 
and helping to correlate the resources of the business with the demands of the 
market (Cronje, et al, 2000). 
This is a very important business management skill because; the management 
should first determine what can be achieved in the market place before considering 
production facilities, employing labour and financing all the mentioned activities 
(Cronje, et al, 2000). Therefore, marketing is regarded as logical point of departure 
for investigating the specialized management function of a business. 
In the context of aquaculture, “agricultural marketing is agriculturally oriented 
marketing. It embraces all operations and institutions involved in moving farm 
products from farms to consumers, in providing production and consumption 
incentives to producers, marketing firms, and consumers, and in distributing farm 
supplies feed, seed, fuel, fertilizer, and machinery to farmers” (Pritchard, 1969:78-
79). 
i. Conducting market research and analysis 
Marketing research is the systematic gathering, analysis and interpretation of 
information on all types of marketing problems by utilising acknowledged scientific 
methods for the accumulation of information to facilitate marketing management’s 
decision making (Cronje, et al, 2000). 
If you want to succeed in any form of business not limited to aquaculture business, 
Analysis of prospective markets is essential if you are going to succeed (Webster et 
al, 2008). In analysing markets, a manager has to go through five steps which 
include, determining the area, identifying market segments, determining seasonal 
and annual demands, identifying market potential and finally drawing conclusions. 
• Determining the area 
Potential markets can be defined in terms of geographic area: which buyers might 
want your product, where are they located, and how can you best reach them? 
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When determining potential consumers, delivery time and distance are important 
considerations, especially with increasing transportation costs (Webster et al, 2008). 
Well established and big aquaculture farms/producers might require trucks and 
personnel for delivering products on a daily basis. Therefore, transportation costs 
need to be figured into production. They may out compete some producers 
especially the small producers for some major markets (Webster et al, 2008). 
• Identifying market segments 
Within your marketing area there are many types of customers and those include; 
customers who purchase directly from the farm, local seafood markets, farmer’s 
markets, supermarkets and chains, wholesalers, and restaurants (Webster et al, 
2008). A manager has to identify and assess all of the type of customers for potential 
sales, as well as analyse their competition to see how you compare. 
Fee fishing, a form of aquaculture depends upon customers coming to the farm and 
paying for the experience of catching fish. There may be several profit centers here, 
for example in entry fees, fish poundage fees, bait sales, tackle sales and rental, 
cleaning and packing services, and food sales (Webster et al, 2008). 
• Determining seasonal and annual demands 
Aquaculture is an ever-changing business, tracking and anticipating trends that can 
affect the business is very crucial (Webster, et al, 2008). Building relationships with 
your product dealers is very crucial because they are the ones who have knowledge 
about seasonal demand, prices, delivery, and product forms. The dealer services 
different populations and the customers may also vary depending upon populations 
that a dealer services. For example, markets servicing urban populations may 
require different species than those markets servicing populations in rural areas. It 
does little good to build markets for production that you cannot realistically meet 
(Webster et al, 2008).  
• Identifying market potential 
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This can be achieved through consulting census data and economic development 
agencies about the information to gauge the size of prospective markets through the 
provision of information on ethnicity, income, employment, and other factors that 
may influence purchase decisions (Webster et al, 2008). 
• Drawing conclusions 
Determining the best potential for marketing your product will provide information on 
the product form desired. For example, you may find the market for fillets is greater 
than for whole fish if producing fillets is, or becomes, your goal, you may have higher 
sales; however, your costs will increase and thus your investment needs to 
underwrite processing facilities (Webster et al, 2008). 
 
ii. Understanding the needs of the market 
Being able to define market is very important because it is the basis all which 
markets are segmented, sales are targeted and competitor-positioning strategies for 
products and services are developed (Morley, 2014). 
Managers need to define markets not just in terms of products and services but in 
terms of buyers’ requirements in the market (Morley, 2014). 
iii. Devising a marketing strategy 
A strategy is a fundamental pattern of present and planned objectives, resource 
deployments, and interactions of an organization with markets, competitors and 
other environmental factors (Hollensen, 2003: 3). 
A strategy should specify the objectives to be accomplished, on which industries and 
product markets to focus, and which resources and activities to allocate to each 
product t met environmental opportunities and threats and to gain competitive 
advantage (Hollensen, 2003: 4). 
Marketing strategy focuses explicitly on the quest for long run competitive and 
consumer advantage. Marketing strategy has a high degree of overlap with business 
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strategy and can be viewed as integral part of perspective for business strategy 
(Wind & Robertson, 1983). Marketing strategy serves as boundary role function 
between the firm and its customers, competitors and other stakeholders (Wind & 
Robertson, 1983). 
iv. Identifying the marketing mix (price, product, place, promotion, location, 
people and process) 
Managing the marketing mix makes marketing seem too easy to handle and 
organize. Marketing is separated from other activities of the firm and delegated to 
specialists who take care of the analysis, planning and implementation of various 
marketing tasks, such as market analysis, marketing planning, advertising, sales 
promotion, sales, pricing, distribution and product packaging. 
• Product policy 
A product is a composition of tangible and intangible need-satisfying utilities offered 
to consumers by an enterprise. Apart from its physical content, the product may also 
include service elements. Other aspects of a product include dimensions, and 
packaging 
• Place/ Distribution Policy 
It is important that manufacturers and intermediaries, such as wholesalers and 
retailers, must choose proper channel to distribute their products and services and to 
carefully consider the type of delivery service required to make firm competitive. The 
channel of distribution is the route that goods and services follow to the final user of 
the product, which is the consumer. According to Du Toit (1990: 141) the place or 
distribution policy ensures that the product is made available to the customer at the 
right time and place. 
• Price policy 
Price represents the utility or value attached to goods or services, expressed in 
monetary terms, therefore without price, no marketing is possible. Customers must 
be charged a fair price for the products or services they buy, the price of a product 
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should also produce a fair price for the firm. The price charged by the firm must be 
competitive and in line with competitor’s prices. This price according to Du Toit 
(1990:141) is the basic price which allows for the cost of production and marketing 
as well as for profitability, on a long term basis. 
• Promotion policy 
Promotion is sometimes termed as communication instrument of the marketing 
function. The success of the marketing mix depends on the promotional strategy that 
informs customers about the firm’s product and services by means of advertising, 
personal selling, and sales production. The aim of the promotion policy is to support 
the production and distribution policies and to increase the volume of sales at the 
different prices (Du Toit, 1990: 142). Promotional policies set guidelines for the 
advertising program. This includes what types of media to use, how often to 
advertise, how much to spend (Pickle & Abrahamson, 1986: 423). According to Du 
Toit (1990: 142) there are two methods of promotion and they are; impersonal and 
personal methods. The impersonal methods include television, cinema, radio, press 
and mail advertisements. Personal methods are where sales personnel inform and 
persuade prospective buyers on a personal basis. 
v. Identifying a target market 
A target market is a group of individuals or organizations or both for which develops 
and maintains a marketing mix suitable for the specific needs and preferences of that 
group. 
In selecting a target market, managers examine potential markets for their possible 
effects on the firms’ sales, costs and profits (Pride et al, 2010: 345). They attempt to 
determine whether the organization has the resources to produce marketing mix that 
meets the needs of a particular target and whether satisfying those needs is 
consistent with the firms’ overall objectives (Pride et al, 2010: 345). 
vi. Advertising 
Cant et al (2013:444) defines advertising as “non-personal, one way, planned 
messages paid for by an identified sponsor and disseminated to a broader audience 
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in order to influence their attitudes. Nieuwenhuizen (2014: 163) further adds that 
advertising is a paid form of non-personal communication about a product, service or 
idea directed at a large target audience. Advertising can be done and achieved in the 
form of making use of media which includes radio, television, newspapers, 
magazines, social media and the internet. 
Advertising that is done well will generate positive influences and will hopefully lead 
towards sales. On the other side if advertising is done in a wrong way, the money 
spent on it will be wasted (Nieuwenhuizen, 2014: 173). Vitale (1995) asserts that 
advertising is one of the most costly, necessary and yet unprecedented expenses of 
any business. A business without advertising has slim chances of surviving. 
Careful planning is needed on how a business aims to advertise itself in order to get 
the most value of the money spent on it (Nieuwenhuizen, 2014: 174). 
vii. Analysis and developing strategies to surpass the competition 
Competition boils down to the fact each business tries to convince consumers that its 
products and services are the best and that consumers should buy from them 
(Nieuwenhuizen, 2014: 13). An example of competition is the variety of aquaculture 
products available today, as well as the number of aquaculture farms who sell the 
same products. The choice between the different aquaculture products indicates that 
there is a completion in the market. 
A business manager or entrepreneur must always be aware of its competitor activity 
because the actions of competitors may constitute a threat to the business. 
Keeping customers satisfied by offering them satisfaction and superior value will 
increase the chances that they will be loyal customers, ensuring the firms long term 
survival and growth. Customers who are satisfied and thus loyal are more profitable 
to firms that customers who are not loyal (Lamb et al, 2008: 7). The benefits of loyal 
customers include, lower acquisition cost, base profit, revenue growth, cost savings, 
referrals and price premium (Lamb et al, 2008: 8). The fundamental objectives of 
most business forms are survival band growth, and marketing contributes directly to 
contribute to achieving that (Lamb et al, 2008: 27). 
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2.4.2 Financial Management Skills 
(Kunene, 2008) describes financial management skills as the knowledge of the 
resources that are required in running the type of business venture is in and the 
ability to monitor and control the resources. Financial management includes knowing 
and understanding of various financial aspects like the principles of accounting, 
planning of finances , knowledge of how to find alternative sources of finance, 
bookkeeping, managing cash flow, management of credits, management of costs , 
payroll, control of stock , payments of suppliers, financial records and accounts 
maintenance, management and computations of tax, dealing with computerized 
accounting systems, profit versus income performance measurement, realistic 
economic estimates, drafting and interpreting financial statements including income, 
balance and cash flow statements and general knowledge of the sources of finance ( 
Kunene, 2008; Monk 2000:12; Perks & Struwig, 2005:173). 
The financial function is responsible for the acquisition of funds, the application of 
funds for the acquisition of assets, and the administration of and reporting financial 
matters. The manager is responsible for the efficient management of all aspects of 
the financial function. This business management skill aims at making the highest 
possible contribution to the objectives of the financial function through the 
performance of the following tasks (Hellriegel, et al, 2012:81) 
• Financial analysis 
• Management application of funds 
• Management of the acquisition of funds 
i. Knowledge of how to find alternative sources of finance 
Financial position is determined from the balance sheet, profitability from enterprise 
budgets and income statements, and cash flow from the cash flow statement. These 
are the three key financial statements that must be prepared to adequately assess 
and monitor the financial performance. The owner or manager should take time each 
year to do a careful assessment of the past year’s performance, determine which 
goals were achieved, and identify the factors that contributed to the 
accomplishments and deficiencies of the business (Flick & Martin, 2012: 290). 
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ii. Bookkeeping  
Bookkeeping involve performing general accounting duties, by maintaining complete 
sets of financial records, keeping tracks of accounts and perform accuracy 
verification of procedures used for recording financial transactions (Flick & Martin, 
2012: 295). All the information needed to manage a business well is close at hand. 
The bills to be paid, invoices raised, petty cash slips and bank statements alone are 
enough to give a true picture of performance (Barrow, 2006: 183). All that needs to 
be done is for the information to be recorded and organised so that the financial 
picture becomes clear and that is known as bookkeeping (Barrow, 2006:183). 
Businesses buy and sell goods all the time, they conduct many transactions. The 
transactions are too numerous and complex to be remembered by entrepreneurs 
over a long period of time (De Wild, 2014). Hence, without anything that recorded, 
business practitioners will lose track of many things like as to know whether they are 
making profit or a loss. The process of keeping systematic and sequential records of 
business transactions is called accounting. An accounting system tells the 
entrepreneur at any point in time how much the business owns, how much other 
people owe the business, and how much the business owes other people (De Wild, 
2014). 
Piling your bills, receipts and check stubs can cost a lot more to get your accounts 
done than if you had kept good records in the first place. That could lead to having a 
stressful time and not being sure how well the business is doing (Barrow, 2006: 183). 
iii. Cash flow management 
Cash flow management is one of the most important determinants of the success of 
aquaculture project management. Overdraft, retainage, financing, payment and 
billing policies constitute the most significant financial issues that farmers must plan, 
control and manage for the success of the aquaculture venture. 
Cash flow management is one of the most critical issues when contractors build 
projects. Poor cash flow management may result in inadequate working capital and 
thus undermine the sustainability of a project (Cui, Hastak & Halpin, 2010). 
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According to Cui et al (2010) effective cash flow management involves forecasting, 
planning, monitoring and controlling of cash receipts and payments. Project cash 
flow is generally computed based on estimated cost and revenue over the growing 
period. 
Cui et al (2010) asserts that cash flows are different from revenues and expenses 
and that there are non-cash revenues and expenses. The timing of cash receipts 
and payments may not coincide with the recording of revenue and expense account 
transactions. At a company level, cash receipts and payments are classified into 
three categories of activities: operating, investing and financing activities (Cui et al, 
2010). 
Operating activities are associated with the actual products and services provided by 
a company, investing and financing activities include activities that relate indirectly to 
the central, on-going operation of a business. Investing and financing activities result 
in cash receipts and payments but may not be contained in revenue and cost 
accounts. For example, an equipment purchase, normally classified as an investing 
activity, involves a significant amount of upfront cash payment that would be 
depreciated over the service life of the equipment. Therefore, cash payment will be 
much higher than production expense during the purchase period (Cui et al, 2010). 
The dynamics of cash flow management in an aquaculture business have not yet 
been systematically investigated therefore all accurate prediction of projects cash 
flow depend upon project operation characteristics and the farms own policies (Cui 
et al, 2010). In estimating a projects cash flow a spread sheet and other software 
packages are used. 
iv. v. Credit management 
Credit management is the process of controlling and collecting payments from 
customers. This is the function within a company to control credit policies that will 
improve revenues and reduce financial risks (Engle, 2012). 
v. Cost management 
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In order for the business to successfully generate income the aquaculture 
practitioner needs to know the financial situation of their business. They must be 
able know how much customers owe them; and also to know how much they owe 
suppliers and other stakeholders. Having the ability to control the costs and 
expenses of the business, and the identification of business profit (Engle, 2012) 
vi. Drafting and interpreting financial statements including income, 
balance and cash flow statements 
Being able to effectively managing your finances is very essential (Webster, 2008). 
Careful financial management is essential for the success of an aquaculture 
business (Engle, 2012). The ability to analyse financial success by assessing 
different aquaculture production scenarios that will help them to fine-tune the 
business to maximize profits (Webster, 2008). Having sound financial management 
skills will help you to run your business profitably and protect your financial 
investment (Webster, 2008). Whether or not an aquaculture business will survive in 
the long run has a great deal to do with the financial position of the business (Engle, 
2012). The business must demonstrate increasing net worth and increasing financial 
strength, as viewed from the balance sheet. A business that is not generating 
enough value over time to pay off its debt obligations will not survive unless the 
owner is willing to invest capital from outside the business (Engle, 2012). 
2.4.3 Operations Management Skills 
Operations management is aimed at executing the transformation process. An 
operations manager is therefore concerned with creating products and providing 
services in order to realise the objectives of the business (Cronje, et al, 2000: 355). 
This business management skill is very important in a business because it improves 
productivity, it also helps the business to satisfy the needs of its customers more 
effectively, and it is vital to genera reputation of the business. According to Cronje, et 
al (2000: 355) higher productivity is directly related to an increase in a business’s 
profitability. 
Certain businesses have through their operational skills, built up outstanding 
reputations as far as high-quality products or services, low costs or plain and simple 
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good value. The operational skills of a business manager make such reputations 
(Cronje, et al, 2000: 356). 
Operations managers have many responsibilities, and those include designing of 
products, services and processes, planning and controlling the operational 
processes and increasing the performance of the organisation (Hellriegel, et al, 
2012:67). In order for the operation managers to increase performance they must set 
performance objectives. Quality, reliability, flexibility, cost and after sales support are 
the objectives that a manager should set in order to enhance the business 
performance, however these are also important in order to satisfy customers’ needs 
and wants (Hellriegel, et al 2012:81). 
i. Knowing how to make/produce the products 
According to (Render& Heizer, 1995: 89), production is the creation of goods and 
services. It is the transformation of resources into products and services. Producing 
quality products to satisfy the needs of the customers leads to a productivity in the 
business because if customers are satisfied with the products or services they are 
likely to trust the company. Trust between the customer and the business becomes 
established as the business keeps providing good services, therefore the customers 
will see no need to go explore the competition. 
ii. Process management 
Stevenson (2012) refers to process management as a central role of all 
management. The processes associated within the different functional areas are the 
following three process categories: 
•  Upper management processes refer to governing, visioning, designing and 
strategizing 
•  Operational processes are the core functional processes such as purchasing 
and production make up the value stream. 
•  Supporting processes such as information technology (IT), accounting and 
human resources management. 
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Process management entails aiming for streamlining and simplicity by making, it 
easy to provide goods or services without error or any process variation. 
iii. Quality control 
The American Society for Quality Control defines quality as “the totality of the 
features and characteristics of a product or services that bear on its ability to satisfy 
stated or implied needs” (Render& Heizer, 1995: 89). 
Quality control is a conventional way that businesses have used to manage quality. 
Quality control is concerned with checking and reviewing work that has been done. 
This is mainly done by inspection of products and services (checking to make sure 
that what’s being produced is meeting the required standard) take place during and 
at the end of the operations process. Juran (1988) defined quality control as the 
regulatory process through which we measure that actual quality performance, 
compare it with standards, and act on the difference. It is a more sophisticated 
management tool aims at preventing goods and services which do not conform to 
basic requirements from getting to the final consumer. Quality controls are 
operational techniques and activities that are used to fulfil quality requirement (ISO 
8402, 1994). 
This element involves identifying, investigating and resolving issues regarding 
quality, productivity, safety and industrial relations. Quality goods are strategically 
important to the company it represent. The quality of a firm’s products, the prices it 
charges and the supply it makes available are all factors that determine demand 
(Render& Heizer, 1995: 90). 
According to Render& Heizer (1995: 91) quality affects a firm in four ways, and those 
include costs and market share, company’s reputation, product liability, and 
international implications. Improved quality can lead to increased market share and 
costs saving which both can affect profitability as well (Render& Heizer, 1995: 91). 
A quality emphasis that encompasses the entire organisation from supplier to 
customer. It stresses a commitment by the management to have continuing 
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company-wide drive toward excellence in all aspects of products and services that 
are important to the customer (Render& Heizer, 1995: 93). 
iv. Meeting and surpassing quality of competitors 
There are four absolutes of quality according to Crosby (1988), and those include, 
quality can be defined as conformance to requirements; quality comes from 
prevention. Defects, errors and rework can all be prevented by thinking, planning, 
proofing and regulating what we do; an attitude of zero defects. Non-conformances 
are determined by measurement; measurement is the price of non-conformance 
(Morley, 2014). 
Quality is considered to be one of the competitive strategic tools, and becoming as 
important as price in organizations (Morley, 2014). 
Competitive advantage occurs when an organization acquires or develops an 
attribute or combination of attributes that allows it to outperform its competitors, 
either through cheaper production model, cheaper labour, cheaper value addition 
technologies or better marketing approaches. 
According to (Karanja et al, 2013) there are different ways to retain customers and 
those ways include providing quality services to customers, ensuring a competitive 
price and providing quality products. The business competitive advantage is the 
ability gained through attributes and resources to perform at a higher level than 
others in the same industry or market (Karanja et al, 2013). 
According to (Oluwatoyin & Oluseun, 2008) Total Quality Management is an 
approach to improve competitiveness efficiently and flexibility for the whole 
organisation. Total quality management (TQM) is an integrated management 
approach that aim to continuously improve the performance of products, processes, 
and services to achieve and surpass customer’s expectations (Oluwatoyin & 
Oluseun, 2008). It involves the proper coordination of work processes which allows 
for continuous improvement in all business units with the aim of meeting or 
surpassing customer’s expectations. It emphasizes on totality of quality in all facets 
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of an organization with the aim of reducing waste and rework to reduce cost and 
increase efficiency in production (Talib et al, 2010). 
To accomplish this objective, some key factors that contribute to the success of TQM 
efforts are to be identified. These key factors are often termed as critical success 
factors (CSFs). According to Brotherton and Shaw (1996) the essential things that 
must be achieved by the company or which areas will produce the greatest 
competitive leverage. CSFs are not objectives, but are the actions and processes 
that can be controlled by management to achieve the organizations goals. Better 
management of such CSFs will result in improved quality and increased financial 
performance for the organization. 
v. Acceptable productivity and related performance monitoring 
Performance monitoring is closely linked to evaluating and also determining hat tools 
are to be used as major (Wind et al, 2008: 11). Department of Monitoring and 
Evaluation (DPME,2016) defines performance monitoring is a strategic approach to 
management, which equips leaders, managers, employees and stakeholders at 
various levels with a set of tools and techniques to regularly plan, continuously 
monitor, periodically measure and review performance of the organisation in terms of 
indicators and targets for efficiency, effectiveness and impact. Constantly checking 
on the performance and the progress of the employee has a positive impact on the 
profitability of the company. Individual Performance Management empowers 
employees to use their skills and knowledge to perform their jobs in a productive 
manner. It also provides management with an acceptable and agreed upon process 
to review and assess employee’s performance to ensure that the organization 
achieves its intended goals (DPME, 2016). Performance Management as a system 
of integrated attempts to improve performance have now taken a centre stage as a 
profound management tool to plan, monitor, evaluate and report on the performance 
of the business. 
Any successful aquaculture business must have someone who spends a great deal 
of time planning and monitoring the financial performance of the business. Planning 
and monitoring must lead to actions that help the business meet its goals. 
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vi. Capacity management 
Capacity involves utilising human resource potential and creativity by investing in 
human capital. Capacity entails maintaining and improving present equipment and 
human capital before considering new resources and automating incrementally when 
process variability cannot be reduced by other means. 
2.4.4 SUPPORTIVE SKILLS 
i. Networking 
According to (Nhlengethwa, 2003:1) a network is defined as “a specific type of 
relation linking a defined set of persons, objects or events or a set within which 
certain types of mutually rewarding relationships exist, from where an entrepreneur 
can obtain resources and get critical support for the development and growth of a 
business”. 
According to (Jansen, 2003) there are a variety of resources that can be obtained 
through networking and those resources include information about business 
opportunities, innovation, referrals, business linkages, shared costs, networks of 
business partners, professionals, technicians, specialists, generalized consultants, 
the supply chain, potential contractors, bankers, distributors, clients, customer 
linkages, sector based trade associations, professional memberships, chambers of 
commerce, institutional ties as well as networks of collaboration and coordination. 
(Jansen, 2003; Nhlengethwa, 2003:1; Markman & Baron, 2003:292) assert that 
networks can be categorized into two categories, entrepreneurial networks and 
social networks. Entrepreneurial networks are those that provide personal support, 
professional support and social networks are public support. Successful business 
managers carefully develop beneficial networks at personal, professional and 
business levels (Rwigema & Venter 2004:70). 
Strong networks, they can be social, public and professional and their practices 
foster business venture growth (Jansen, 2003:1). Batjargal (2006:317) Senjem & 
Reed (2002:1) both agree that most successful business managers belong to at 
least one formal network. Networking allows the entrepreneur to take advantage of 
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the changes in the market (Miller et al, 2003:228) and the diversity of information to 
develop new opportunities (Kunene, 2008). 
ii. Personal Life skills (Time Management & Negotiation) 
Time management skill is a very important skill in managing a business (Bygrave, 
1997:15; Morris & Zahra, 2000:92). Rwigema & Venter (2004:46) asserts that time 
must be managed productively, effectively and efficiently for the benefit of grow of 
the business. According to Kunene, (2008) timing is a very important skill for 
identifying market opportunities. Kunene (2008) argues that managing scarce time is 
very important for the business performance. Not being able to adhere to time 
constraints has been cited as a factor contributing to business failure. Rwigema & 
Venter (2004:46) further add that time must be managed productively, effectively and 
efficiently in order for the business to successfully generate income. 
Reaching an agreement is the main objective of negotiation. It entails satisfaction of 
both parties that are in the negotiation process. A business practitioner with good 
negotiating skills should be able to collect the facts, plan for the negotiation, separate 
the people from the situation, identify the needs of both sides, ask for what you want, 
develop options, seek win-win solutions, trade concessions, and arrive at a 
settlement (Dobbins &Pettman, 1997). 
(Guzman & Santos, 2001:216) asserts that having persuasive negotiating skills is 
very vital for a business manager. According to (Rwigema & Venter, 2004:51; 
Nieman, 2006:197) in order for the business managers to grow their companies, they 
must look beyond the short-term victories to lasting mutually beneficial gains and 
build long-term relationships with suppliers, bankers, directors, managers, 
shareholders, customers in negotiating contracts or tenders, distributors, unions and 
other stakeholders. 
iii. Computer skills 
Computer skills are defined as those skills that allow the entrepreneur the optimal 
use of Information Technology (IT), including the computer applications which give 
businesses strategic competitive advantage, as well as everyday business 
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operations (Baard & Van den Berg, 2004:2). Computer skills include but not limited 
to typing and keyboard skills, basic internet and email skills, computer programming, 
computer system analysis, information and communication technology, network 
design and website development (Monk, 2000:12; Kunene, 2008). 
Appropriate computer skills applications can assist small businesses to respond 
quickly to the external environment; tap into global information, networks and 
markets; gain in efficiency and business performance; increase managerial 
competence; reduce costs; increase turnover; increase profitability; reduce work in 
progress; improve the working environment; improve effectiveness and ability to 
retain existing clients plus achieving more flexibility and speed (Kunene, 2008). 
In a world of global competition, the use of Information Technology (IT) can assist in 
driving the small businesses like aquaculture businesses from the spectre of failure 
past mere survival into growth by enabling the aquaculture businesses to tap into 
global information networks and markets (Baard & Van den Berg, 2004:2; Small 
Medium Enterprise survey, 2003). Small businesses who fail to apply Information 
and Communication Technologies (ICT) business solutions tend find themselves 
competing in business environments that are becoming increasingly dependent on 
information technology (Fielden et al, 2000:303; Marri et al, 2003:155). 
iv. Technical skills 
Technical or vocational skills are defined as those specific skills needed to work 
within a specific occupation (Kunene, 2008). Technical skills include expertise; the 
knowledge of the industry, its standards and practices; the ability to use the tools, 
procedures and techniques of the specified field, the understanding of how specific 
things work; product/service-specific knowledge that enable one to know what the 
particular product could do and what it could be used for; process knowledge or how 
to manufacture the relevant product and all steps that need to be taken to develop 
and produce the product or perform the tasks necessary to render the service (Perks 
& Struwig, 2005:172; Nieuwenhuizen & Kroon, 2003:138 and Kunene, 2008). For 
example, technical skills for the aquaculture industry include: breeding aquatic 
animals, feeding and maintaining ponds. 
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Mechanical and engineering skills are known as the aquaculture specialised skills 
(Flick & Martin, 2012:295). These skills are needed in the Aquaculture practitioner 
because the Aquaculture industry is such a young industry, and the equipment that 
is used is often unavailable and or even needs to be modified (Engle, 2010: 20). 
Pillay (1977:35) further adds that many of the natural hazards, such as adverse 
weather conditions, variations in water supplies, natural calamities, including floods 
and typhoons maybe beyond control of operatives, but precautionary measures and 
steps to minimize losses when they occur can effectively be taken if necessary 
expertise is available. 
The ability of farmers to gain access to technical knowledge and management skills 
are essential in the development of aquaculture, which includes matters pertaining to 
training centres, training concepts, and ability of the teaching staff (Baharuddin, 
2015). 
Like managers in any organization, entrepreneurs also need to perform certain 
functional roles. According to Chandler and Jansen (1992), an entrepreneur needs to 
possess technical skills and relevant knowledge in their specific field and also the 
ability to use appropriate tools and techniques. Baum (1995) and Winterton (2002) 
concluded that possessing some specific technical skills in their relevant fields is a 
vital requirement for entrepreneurs. The technical elements, if put in place, ease the 
effective flow of the business and its success. Rapid need of technical know-how 
leads to competition in exploiting it in order to flourish in the market. Hence, technical 
competencies are required to help entrepreneurs in handling and operating 
business-related tasks (Izquierdo et al., 2005). 
2.5 MOTIVATING THE CHANGE 
In 2014 when the South African president Doctor Jacob G Zuma announced that 
Operation Phakisa (OP) projects which include aquaculture have a potential to 
contribute to the country’s GDP and also create jobs. The concern is, when people 
get funding and start these aquaculture ventures, are they really skilled enough to 
farm and also run the fish farming business? 
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2.6 THEORETICAL FRAMEWORK DIAGRAM 
A theoretical framework guiding the research was developed. The conceptual 
framework is developed to provide clear links of dependent and independent 
variables as they relate to each other in this research. The developed theoretical 
framework was then used as base information for questionnaire development. The 
questionnaire was developed in order to test the extent to which the aquaculture 
practitioners in the Eastern Cape Province often consider the business management 
skills when running their aquaculture businesses in order to enhance income 
sustainability. 
 
Figure 2.1: Theoretical Framework Diagram  
2.7 CONCLUSION 
This chapter discussed all the business management skills and their elements 
influencing successful income generation in an aquaculture business. The main 
focus of the chapter was to identify the business management skills that an 
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iii. Bookkeeping,  
iv. Cash flow management 
v. Credit management 
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vii. Drafting and interpreting financial statements including income, 
balance and cash flow statements 
 
i. Knowing how to make/produce the products 
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iii. Devising a marketing strategy 
iv. Identifying the marketing mix (price, product, place, 
promotion, location, people and process) 
v. Identifying a target market 
vi. Advertising  
vii. Analysis and developing strategies to surpass the competition 
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aquaculture business practitioner needs to be competent in in order to successfully 
generate sustainable income, and also if lacking the business skills could contribute 
to the failure of an aquaculture venture. 
Marketing management, financial management, operations management and 
supporting skills were the main business management skills that were identified that 
contribute to the success of income generation of an aquaculture venture. 
A theoretical framework guiding the research was developed. The conceptual 
framework is developed to provide clear links of dependent and independent 
variables as they relate to each other in this research. The developed theoretical 
framework was then used as base information for questionnaire development. The 
questionnaire was developed in order to test the extent to which the aquaculture 
practitioners in the Eastern Cape Province often consider the business management 
skills when running their aquaculture businesses in order to enhance income 
sustainability.  
The next chapter will discuss the research methodologies used and the justification 
for the research approaches used in this study. 
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CHAPTER THREE 
RESEARCH METHODOLOGY 
3.1 INTRODUCTION 
The purpose of this chapter is to provide and explain the research design and restate 
the research objectives. This chapter will discuss the research methodologies used 
and the justification for the research approaches used in this study. In Brynard 
&Hanekom (1997:20) it is stated that the planning, structuring and execution of any 
research is informed by the research methodology. This chapter gives details on the 
research design, target population, the sample and sampling procedure, data 
collection instruments, data analysis and presentation. 
3.2 THE CONCEPTUAL FRAMEWORK 
The main purpose of a conceptual framework in this study is to show how the 
independent and dependent variables relate to each other in the research. The 
independent variables of this study indicate the aquaculture practitioners’ business 
management skills. The dependent variable is the income generation. 
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Figure 3.1: A Diagrammatic Illustration showing Interaction between Business 
Management Skills, and its elements in the Eastern Cape Province 
Aquaculture businesses. 
This conceptual framework will now form the basis for developing the questionnaire 
in order to collect the empirical data around the current business management skills 
of aquaculture practitioners.  
3.3 RESEARCH APPROACH 
Matthews & Ross (2010:30) asserts that social research is about exploring, 
describing, understanding, explaining, predicting, changing and evaluating some 
aspects of the social world. This research study used a quantitative research 
approach to gather information about the necessary business management skills an 
aquaculture practitioner needs to enhance income sustainability in the aquaculture 
business ventures based in the Eastern Cape Province. 
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The data of this study is made up of primary data that was gathered by the 
researcher through self-administered questionnaires that were given to aquaculture 
practitioners in the Eastern Cape Province to evaluate their business management 
skills. The questionnaires were distributed to the selected sample of respondents. 
3.4 RELATED RESEARCH METHODOLOGIES 
This is study is quantitative in nature. The researcher used an online survey (self-
administered questionnaires) to conduct this study. Neuman (2011) states that a 
survey is a quantitative research in which the researcher asks a number of people 
the same questions and then records their answers, the purpose is to use 
questionnaires to gather information of the beliefs, attitudes, and background of a 
large number of people. 
Advantages that the researchers have in using this method are that they can give 
questionnaires directly to respondents, who read the instruction and record their 
answers (Neumann, 2011). The response rates of this method tends to be high, 
therefore it saves time and costs and make it possible to reach the targeted number 
of respondents’ sample in which generalizations can be made about a population. 
3.5 RESEARCH PARAGIGM 
The research paradigm of a research study is determined by the type of research 
questions. Based on the following research questions this study the research 
paradigm is the radical humanist: 
• What are business management skills an Aquaculture practitioner needs to be 
a sustainable income generator? 
• How do Aquaculture practitioners in the Eastern Cape Province perceive their 
Aquaculture practice business management skills? 
This means that this research study 
• Focuses on structural relationships within a realist social world 
• Radical change is built into the very nature and structure of contemporary 
society 
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• Seek to provide explanations of the basic interrelationships within the context 
of total formations (Burrell & Morgan, 1979). 
3.6 DATA COLLECTION 
The kind of data that was collected is a quantitative data. The reason why the 
researcher collected quantitative data is because quantitative research method is 
more reliable and objective, and it often reduces and restructures a complex problem 
to a limited number of variables as it uses statistics to generalise a finding. 
According to the data provided by the South African Department of Agriculture 
Forestry Fisheries there are 56 registered Aquaculture businesses.  
A probability sample was used to ensure that each member of the Aquaculture 
sector population is given a known non-zero chance of selection. The sample was 
also stratified to ensure that adequate representativity in all the sector groups.  
Simple random sampling was utilized to identify the respondents. This increased 
accuracy and precision of the sample in representing the characteristics of the 
population of aquaculture farms in the Eastern Cape Province. One advantage of 
random sampling is the fact that each and every respondent has a chance of being 
selected. 
Sample size determination is one of the most crucial aspects of any empirical 
research. Too small a sample size undermines the power of the statistical tests of 
significance (Hair, Anderson, Tatham and Black, 1998). In order to be acceptable a 
sample must be representative of the entire target population. The number of 
respondents interviewed came to a total of 55 aquaculture practitioners/owners/ 
business managers. 
That sample was surveyed by an emailed questionnaire that was emailed to them. In 
ensuring the good response rate, the participants who did not submit the 
questionnaires by the due date, were contacted again by a phone call and be sent 
email reminders. 
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3.7 DATA COLLECTION TOOL 
The tool that was used is a self-administered questionnaire. The questionnaire was 
seen as an appropriate data collection tool because the targeted respondents were 
assumed to be literate as well as to ensure uniformity in the way questions were 
asked. Equally, respondents feel free to answer sensitive questions because they 
are not required to disclose their identity (Mwenda, 2012). 
The data collection was developed based on the literature that was reviewed in 
Chapter two. The reviewed literature came up with various business management 
skills that are needed by an aquaculture practitioner to enhance income 
sustainability. The questionnaire contained a closed ended statement in a five Likert 
scale which allowed the aquaculture practitioners to rate their extent to which they 
apply or able to execute business management elements in managing the 
aquaculture businesses. 
The statements that are on the questionnaire were derived from the theoretical 
framework on the literature review chapter. The theoretical framework dealt with the 
business management skills and their elements. 
A covering letter along with the link to the questionnaire was sent to the participants 
via email. The main aim of the covering letter is to encourage the participants to 
participate in the survey study and also assuring the confidentiality of their 
responses. Respondents were asked to evaluate themselves against themselves, 
based on the importance and their competency of business skills in their aquaculture 
business. 
The questionnaire consisted of three sections, the biographical information section, 
the aquaculture industry items section and triangulation questions section. Below is 
the explanation of each section.   
i. Biographical Information Section 
1. Section 1: Biographical Information 
Select the most appropriate response by clicking on the relevant button.   
1.1 * Gender 
Male Female  
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1.2 * Age Group 
20 - 24 25 - 29 30 - 34 35 - 39 40 - 44 45 - 
50 51 - 54 55 and older  
 
 
1.3 * Ethnicity 
Black Coloured Indian White  
 
 
1.4 * Designation in the Company 
Senior Management Middle Management Lower 
Management Worker  
 
 
1.5 * Job Title 
CEO Senior Manager Manager Project Manager 
Artisan Fish Farmer Shift Worker  
 
 
1.6 * Job Level 
Grade 1 Grade 2 Grade 3 Grade 4  
 
 
1.7 * Academic Level 
Grade 10 Grade 12 Certificate Diploma Advanced 
Diploma First Degree Honours/BTech Degree Master's 
Degree Doctor's Degree  
 
 
1.8 * Work Experience in years 
0 - 5 6 - 10 11 - 15 16 - 20 21 -25 26 and 
more  
 
 
1.9 * Aquaculture Sub-sector 
Abalone Industry Finfish Industry Oyster Industry Mussel 
Industry Seaweed Industry  
 
 
 
ii. Aquaculture Industry Items Section 
This section mainly used a five Likert scale to measure the extent to which the 
Aquaculture practitioners execute the business management skills. The types of 
questions asked were mainly the closed ended questions. These type of questions 
were chosen because they are; interpreted more uniformly by respondents, produce 
easily tabulated responses, are unaffected by the respondent's verbosity and also 
eliminate some problems of vocabulary and definitions.  The ratings ranged from 
Very poor to Excellent.  Below is how the Industry Items section looked like. 
2. Section 2: Aquaculture Industry Items 
Select the most appropriate response by clicking on the relevant button. 
 
To what extent do you apply or are you able to execute the following in managing your aquaculture business? 
 
Select from the following below: 
Very poor / Poor / Fair / Good / Excellent  
2.1 * Conduct market research and 
analysis Very Poor 
1 2 3 4 5  
Excellent 
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2.2 * Consider the needs of the market 
Very Poor 
1 2 3 4 5  
Excellent 
 
2.3 * Devise a marketing strategy 
Very Poor 
1 2 3 4 5  
Excellent 
 
2.4 * Identify the marketing mix (price, 
product, place, promotion, location, 
people and process) 
Very Poor 
1 2 3 4 5  
Excellent 
 
2.5 * Identify a target market 
Very Poor 
1 2 3 4 5  
Excellent 
 
2.6 * Advertise 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
iii. Triangulation questions 
This section only focused on the marketing management skills, operationa1 skills as 
well as the supportive skills. The researcher wanted to find out the extent to which 
the aquaculture practitioners feel comfortable in executing these skills as they have 
indicated their extent to which they apply them in running their aquaculture 
businesses. This section also used the five Likert scale with ratings ranging from 1-5 
(no extent to a very large extent). Below is how the triangulation section looked like.  
 
3. Section 3 
Select the most appropriate response by clicking on the relevant button. 
 
To what extent do you feel comfortable in doing the following:  
3.1 * Working out a marketing strategy? 
to no extent 
1 2 3 4 5  
to a very large extent 
 
3.2 * Finding ways to do better than your 
competition? to no extent 
1 2 3 4 5  
to a very large extent 
 
3.3 * Applying personal life skills? 
to no extent 
1 2 3 4 5  
to a very large extent 
 
3.8 DATA ANALYSIS 
The researcher developed a data capturing tool on Microsoft Excel to capture and 
organise the data collected. After recording data, the researcher double checked if 
the data has been entered correctly to avoid incorrect interpretation. The descriptive 
nature of statistical analysis was used to analyse the collected data, making use of 
measures of central tendency, which includes the mode, mean and median; 
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measures of dispersion (standard deviation and variance) and measures of 
correlation and Pearson r (Neumann, 2011). 
3.9 JUSTIFICATION AND VALIDATION OF THE RESEARCH PROCESS 
In chapter two a theoretical framework diagram was developed to highlight the 
business management skills with their elements. The data was justified based on the 
theoretical framework from the literature review chapter. The previous researchers 
on the different business management skills and their elements were referenced. 
Trustworthiness and evidence validation was done by doing a triangulation 
correlation test for three elements which from variables, marketing management 
skills, operations management skills, and supportive skills. Data was validated by 
calculating Covariance, Chi-square test and Spearman’s correlations. Triangulation 
correlation test was chosen as a validation method because triangulation measures 
the research quality when different types of data are collected to address the same 
research question, each set of data was used to check the findings from the others. 
3.10 CONCLUSION 
Data for the study was collected from various aquaculture businesses in the Eastern 
Cape. This was done to understand the business management skills that the 
aquaculture practitioners need to generate sustainable income from various 
aquaculture projects in the Eastern Cape Province. 
In this study a descriptive survey research design was used. Stratified sampling was 
done to give every respondent an equal chance of being selected. Questionnaires 
were used as the instruments of data collection. The raw data collected was 
processed and then analysed using descriptive statistics.  
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CHAPTER FOUR 
RESEARCH FINDINGS 
4.1 INTRODUCTION 
The purpose of this chapter is to present the summary of the analysed data. The 
researcher will present the results via the response data collected by the 
questionnaire based on the objectives of the study, which aimed at outlining the 
necessary business management skills that an aquaculture practitioner needs to 
have to generate sustainable income as represented by the theoretical framework 
developed in Chapter 2 and to what extent a sample of aquaculture practitioners 
perceive they have these skills.  In quantitative research, data analysis refers to the 
process of breaking down collected data into constituent parts to obtain answers to 
research questions (Terre Blanche & Durkheim, 2002:105). Data analysis involves 
reducing accumulated data to a manageable size, developing summaries, looking for 
patterns and applying statistical techniques. 
The research findings were first organized using the developed data capturing tool. 
The data was analysed using descriptive statistics with the help of statistical package 
for social sciences. Frequency tables and graphs are used in presenting the 
analysed data of this study.  
4.2 ORGANISING THE DATA 
The researcher developed a data capturing tool on Microsoft Excel. The data was 
entered according to variables and codes. The quantitative data was then analysed 
using descriptive statistical analysis, which consisted of mode, percentage, chi-
square test, median, percentile rank, Spearman’s rank order correlation, means, 
standard deviations, Pearson product moment correlations.  The findings were then 
tabulated and also displayed in graphs.  
4.3 ANALYSIS AND INTERPRETATION OF DATA 
The questionnaire was sent to all the 56 Aquaculture businesses that are registered 
in the Department of Agriculture Forestry and Fisheries (DAFF). A total number of 55 
questionnaires were completed through an online survey over a period of one month.  
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This constituted 99% return rate, which was considered high enough to proceed with 
data tabulation, coding, analysis and presentation. According to Peil (1995), a return 
rate above 50% is considered good for a study. 
4.3.1 Overview of the biographic data 
Below is a table showing the percentage responses to the options provided per 
biographic variable.
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Table 4.1: Percentages for biographic variables 
 
 
Male 80% 20 - 24 0% Black 13% Senior Management 58% CEO 18% Grade 1 13% Grade 10 0% 0 - 5 2% Abalone Industry 49%
Female 20% 25 - 29 0% Coloured 15% Middle Management 40% Senior Manager 29% Grade 2 15% Grade 12 4% 6 - 10 22% Finfish Industry 16%
30 - 34 7% Indian 2% Lower Management 2% Manager 27% Grade 3 31% Certificate 0% 11 - 15 38% Oyster Industry 25%
35 - 39 20% White 71% Worker 0% Project Manager 16% Grade 4 42% Diploma 2% 16 - 20 18% Mussel Industry 9%
40 - 44 18% 0% 0% Artisan 0% 0%
Advanced 
Diploma 2% 21 -25 11% Seaweed Industry 0%
45 - 50 35% 0% 0% Fish Farmer 9% 0%
First 
Degree 25% 26 and more 9%
51 - 54 13% 0% 0% Shift Worker 0% 0%
Honnours / 
BTech 
Degree 33%
55 and older 7% 0% 0% 0% 0%
Master's 
Degree 29%
0% 0% 0% 0% 0%
Doctor's 
Degree 5%
Work Exp in yrs AC Sub-sectorGender Age Group Ethnicity Designation Job Title Job Level Academic Level
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From Table 1 the researcher deduced the following: 
The respondents were dominantly male (80%), which would influence the 
interpretation of the data as a clear female view cannot be provided. 
No respondents fell into the age group 20 – 29 years.  The highest percentage of 
respondents (35%) were between 45 and 50, but combined the percentage of the 
group between 40 and 44 was 3% higher.  It would therefore be interesting to note 
the response style of these two sections when interpreting the responses to the 
items related to the theoretical framework developed in Chapter 2 and used as basis 
for the items posed in the questionnaire distributed. 
In comparing the respondents’ ethnicity distribution with the designation/job title and 
academic level distribution, it became clear that the Aquaculture Industry 
management structure still is dominated by white managers and persons with 
postgraduate qualifications. 
Most respondents (76%) have more than 11 years’ experience but an equal 
percentage of 38% falls within the 11 to 15 and 16 to 26 years and more sections.  
The management sector in the Aquaculture Industry is thus well experienced. 
The fact that 49% of the respondents represent the Abalone Industry could mean 
that, when interpreting the responses to the items related to the theoretical 
framework developed in Chapter 2 and used as basis for the items posed in the 
questionnaire is considered, the outcome will be dominated by an Abalone Industry 
view. 
The correlations between some of the biographical variables and the responses to 
the questionnaire items will be discussed on section 4.3.3 later in this chapter. 
4.3.2 Analysis and interpretation of item responses 
Table 2 below provides an overview of the response preferences related to the four 
categories of items.  The yellow highlighted blocks represents the highest response 
percentages per item and blue highlighted blocks represents the second highest 
response percentages per item. 
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Table 4.2: Percentages for questionnaire item responses 
 
Response 
Options %
Q2-1 
Conduct 
market 
research 
and 
analysis
Q2-2 
Consider 
the needs 
of the 
market
Q2-3 
Devise a 
marketing 
strategy
Q2-4 
Identify 
the 
marketing 
mix
Q2-5 
Identify a 
target 
market
Q2-6 
Advertise
Q2-7 Analyse 
competition 
and develop 
strategies to 
surpass the 
competition
Q2-8 
Accounting 
principles
Q2-9 Find 
alternative 
sources 
of finance
Q2-10 
Cashflow 
Manage-
ment
Q2-11 
Bookkee-
ping skills
Q2-12 
Credit 
manage-
ment
Q2-13 Cost 
manage-
ment
Q2-14 
Drafting 
and 
interpre-
ting 
financial 
state-
ments
Q2-15 
Making/ 
producing 
products
Q2-16 
Process 
manage-
ment
Q2-17 
Quality 
control
Q2-18 
Strategi-
sing to 
meet and 
surpass 
quality of 
competi-
tors
Q2-19 
Monitoring 
productivi-
ty and 
related 
perfor-
mance
Q2-20 
Capacity 
manage-
ment
Q2-21 
Networ-
king
Q2-22 
Time 
Manage-
ment & 
Negotia-
tion skills
Q2-23 
Computer 
skills
Q2-24 
Technical 
skills
1 Very Poor 16% 16% 20% 18% 13% 40% 16% 4% 22% 5% 4% 7% 9% 5% 0% 0% 0% 0% 0% 0% 0% 0% 0% 0%
2 Poor 56% 18% 38% 35% 20% 49% 40% 31% 31% 36% 15% 36% 31% 42% 9% 7% 0% 9% 5% 5% 4% 0% 2% 0%
3  Fair 15% 20% 29% 33% 33% 7% 25% 36% 27% 22% 18% 18% 25% 24% 16% 25% 18% 25% 25% 42% 35% 29% 9% 16%
4  Good 7% 31% 9% 15% 25% 4% 15% 20% 16% 22% 40% 24% 18% 15% 38% 31% 45% 44% 36% 35% 35% 33% 25% 35%
5 Excellent 5% 15% 4% 0% 9% 0% 4% 9% 4% 15% 24% 15% 16% 15% 36% 36% 36% 22% 33% 18% 27% 38% 64% 49%
Marketing Skills Financial Management Skills Operational Skills Supportive Skills
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The researcher made the following deductions related to the various response 
percentages: 
From the response indication represented by the yellow cells above in Table 2, it is 
clear that the respondents experience their marketing and financial management 
skills as mainly poor.  Exemptions are the considering of the needs of the market 
and their bookkeeping skills, which they perceive as good.  The respondents 
perceived their ability to identify target markets and use of accounting principles as 
fair.  This indicates a need for development in the “poor” and “fair” items.   
As 42% to 56% of respondents indicated a poor ability for the related items, the 
following development opportunities, in ranking order, should be considered by the 
management staff (see Table 1 as 98% of the respondents are in management 
positions): developing marketing research and analysis skills, their advertising skills 
and drafting and interpreting financial statements.  The drafting and interpreting 
financial statements skills responses, however, opposes the responses related to 
good bookkeeping skills.  Although the respondents perceive their ability to consider 
the needs of the market as good they do not seem to utilise this skill to identify target 
markets good enough and 49% of respondents are bad in applying the knowledge of 
target markets to enhance their advertising analysing competition and develop 
strategies to surpass the competition. 
Respondents indicated overall “good” or “excellent” abilities for operational and 
supportive skills.  The management of capacity and networking were the only two 
elements they rated as “fair” or “good”.  The capacity management and networking 
skills of aquaculture practitioners can therefore also be enhanced. 
4.3.3 Correlations between biographical variables and responses to the 
questionnaire items 
The correlations between some of the biographical variables and the responses to 
the questionnaire items are discussed below.  The biographical variables “gender”, 
“sub-sectors”, “age”, “academic level”,  “job title” and “work experience” stood out as 
issues for correlation with the questionnaire item response rates. 
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Figure 4.1: Correlations between perceptions of male and female respondents 
There is an overall positive correlation between the perceptions of males and 
females related to the questionnaire items.  The question items where a positive 
correlation between male and female respondents occur are Q2-2 and Q2-3, Q2-9 to 
20, Q2-22 and 24 and Q2-1 to 3.  The items where the response correlation is both 
negative are the following items: Q2-5 with a high negative linear relationship and 
Q2-23 with a medium for males and low negative linear relation for females.  This 
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indicates that males and females in general responded the same to the 
questionnaire items and thus their perceptions are the same. 
 
Figure 4.2: Perceptions of the sub-sectors 
Except for Q2-1 there is a positive linear relationship between the ways the different 
sub-sector respondents responded to the questionnaire items.  This indicates that 
although the abalone sector respondents are in the majority an increase in sector 
numbers would result in an increase in the current response selection level.  In the 
case of Q2-1 with a low negative linear correlation, an increase in sector respondent 
numbers would result in a decrease in current level response selection. 
In correlation to the above discussion, it is important to keep the distribution of 
certain biographic variables in the abalone sector in mind as it responds to the high 
positive correlation indicated by the Pearson r counts as seen above. 
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Table 4.3: Abalone sub-sector ethnicity, job title, academic level and work 
experience distribution 
 
With 50% of the respondents in the abalone sub-sector, these respondents thus 
dominate the responses for questionnaire items.  Furthermore, the “ethnicity, job 
title, academic level and work experience” distribution indicates that most of the 
respondents falls within the white sector and the higher management, academic and 
experienced level.  The data provide a view on a certain sector rather than a mean of 
all the sectors. 
 
Black 3 CEO 4 Grade 10 0 0 - 5 0
Coloured 3 Senior Manager 8 Grade 12 0 6 - 10 8
Indian 0 Manager 7 Certificate 0 11 - 15 10
White 21 Project Manager 5 Diploma 1 16 - 20 6
Artisan 0
Advanced 
Diploma 1 21 -25 2
Fish Farmer 3 First Degree 5 26 and more 1
Shift Worker 0
Honnours / 
BTech 
Degree 10
Master's 
Degree 8
Doctor's 
Degree 2
Job Title Academic Level Work ExpEthnicity
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Figure 4.3: Correlation between age as variable and perceptions related to the 
questionnaire items 
There is a positive correlation between the variable age and the response patterns to 
the questionnaire items except for items 2Q-3, 2Q-4, 2Q-6 and 2Q-11 with a 
negative correlation. 
The negative correlation items are related to marketing, advertising and bookkeeping 
skills earlier identified as areas for development. 
 
Figure 4.4: Correlation between the age groups 35 to 50 years and perceptions 
related to the questionnaire items 
When compared to Figure 3 the picture has changed somewhat.  Of all the 
respondents, 73% falls within the age grouping 35 – 50 with 20% in the group 35 – 
39, 18% in the group 40 – 44 and 35% in the group 45 – 50. 
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Very low positive correlations are indicated for 2Q-10 and 2Q-21, which relates to 
cash flow management and networking.  Negative correlations in Figure 3 have 
moved to positive correlation if only the age group 35 – 50 are considered.   
The items with a negative response correlation includes “find alternative sources of 
finance, bookkeeping skills, drafting and interpreting financial statements including 
income, balance and cash flow statements, making/producing products, process 
management, quality control, strategizing to meet and surpass quality of competitors, 
monitoring productivity and related performance and computer skills”.  This means 
that for this age group within this sub-sector these items are in need of development.  
It further indicates that maintaining current age distribution and an increase in the 
age level in the sector management would result in a decrease in the skills level 
related to the mentioned items.  It can also indicate that a lower age distribution at 
management level may provide increased skills ability related to the mentioned 
items. 
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Figure 4.5: Correlation between academic level/job title/work experience and 
perceptions related to the questionnaire items 
Except for the five items “working out a marketing strategy, devise a marketing 
strategy, computer skills, working out a marketing strategy and finding ways to do 
better than your competition” all the other items have a low to strong positive 
correlation with the three biographical variables “academic level/job title/work 
experience”.  However, the five items have a very strong positive correlation with the 
variable “work experience”.  This indicates that for all the items except for the item 
“working out a marketing strategy” an increase in work experience will contribute to 
an increase in competence of the skills related to the questionnaire items. 
It should be noted that Q3-2 which triangulates with Q2-7 have negative correlations 
for both “job title” and “academic level” while Q2-7 have positive correlations with 
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“job title” and “academic level”.  The expectation is that responses to the items 
“finding ways to do better than your competition, analyse competition, and develop 
strategies to surpass the competition” should be the same and should correlate.  
This indicates that respondents either did not understand the two items to be similar 
or did not respond with vigilance. 
4.4 JUSTIFICATION OF DATA AS EVIDENCE  
4.4.1 The theoretical framework used  
All empirical data collected via the questionnaire is based on the theoretical 
framework about the influencing factors in a management system that will enhance a 
viable income for the aquaculture venture at hand.  The theoretical framework was 
built from information collected based on and referenced via research articles from 
relevant literature sources. 
As such, the data collected forms a legitimate base for interpretations and 
deductions made from the analyses of the empirical data in this chapter. 
4.4.2 Interpreting the central tendencies and variation revealed by the 
empirical data  
The central tendencies median and mean provide an indication of the skewness of 
the data collected via the responses in the empirical data collection.  On the other 
hand, the variation in the data is indicated by the standard deviation from the mean 
in items’ responses.   
Figure 6 below provides an overview of how the mean, median and standard 
deviation of the item data compare.  
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Figure 4.6: Comparison between Central Tendencies and Variation 
For items Q2-4, 6, 15 – 24 and Q3-3 the standard deviation is below 1 and therefore 
the response selection is very close to the means for these items.  It means that the 
respondents selected the response options close to the mean of each of the item.   
In the case items Q2-2, 3, 5, 7 – 11, 14, Q3-1 and 2 the standard deviations is above 
1 and below 1.2 and therefore the response selections are more spread out from the 
mean.  In this case, the variation of response selections were more varied and the 
broader spectrum of response options from the mean was covered. 
Items Q2-2, 12 and 13 have standard deviations of above 1.2 and their response 
selections are even more spread out from the mean.  This means that there are 
more incongruence in the response selections. 
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The medians of the items, being the middle response option in the data set per item, 
are very close to the means, which points to a similar distribution of means and 
medians related to the responses. 
4.4.3 Showing the trustworthiness (validation) of evidence as knowledge 
According to Matthews & Ross (2013: 53) triangulation is a measure of research 
quality, meaning that if different types of data are collected to address the same 
research question, each set of data can be used to check the findings from the 
others. 
The researcher did a triangulation correlation test for three elements/questionnaire 
items from the variables marketing management skills, operations management 
skills, and supportive skills. The three elements/questionnaire items and their 
triangulation counterparts are Q2-3 Devise a marketing strategy / Q3-1 Working out 
a marketing strategy, Q2-7 Analyse competition and develop strategies to surpass 
the competition / Q3-2 Finding ways to do better than your competition and Q2-22 
Time management and negotiation skills / Q3-3 Applying personal life skills.  Data 
was validated by calculating Covariance, Chi-square test and Spearman’s 
correlation.  
Table 4.4: Testing the triangulation items 
 
Set 1 of the triangulation items indicates a weak relationship, not significant 
correspondence and weak variance between the 2 items in how respondents 
Q3-1 Working out a 
marketing strategy
Q2-3 Devise a 
marketing strategy
Q3-2 Finding ways 
to do better than 
your competition
Q2-7 Analyse 
competition and 
develop strategies 
to surpass the 
competition
Q3-3 Applying 
personal life skills
Q2-22 Time 
Management & 
Negotioation skills
% for 1 2% 20% 0% 16% 0% 0%
% for 2 27% 38% 15% 40% 0% 0%
% for 3 38% 29% 31% 25% 33% 29%
% for 4 20% 9% 29% 15% 40% 33%
% for 5 13% 4% 25% 4% 27% 38%
COVARIANCE.S
CHISQ.TEST
RSQ
Weak variance Nearly no variance Very strong variance
Weak positive relationship Negative relationship Strong positive relationship
Not significant Not significant
27.43% 1.72% 87.14%
0.967538769 0.81528018 #DIV/0!
1 2 3
0.008 -0.0018 0.02606
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interpreted and responded to the items.  Set 2 indicates a negative relationship, not 
significant correspondence and nearly any variance between the 2 items in how 
respondents interpreted and responded to the items.  Set 3 indicates a strong 
positive relationship and very strong variance between the 2 items in how 
respondents interpreted and responded to the items. 
Although Set 2 questions the reliability of the responses the positive relationships of 
Set 1 and especially Set 3 supports the reliability of the responses the 
trustworthiness (validation) of evidence as knowledge. 
4.5 LEARNING FROM THE RESEARCH 
4.5.1 Demographic information 
The personal demographics profile of the sample showed that there were more male 
respondents than female respondents. The research has shown that the aquaculture 
sector in the Eastern Cape is a male dominated sector.  
In terms of ethnicity, the  study showed that there were no respondents that fell into 
the age group 20-29, this means that they youth is not aware of the business 
venturing in the sector. It was clearly noted that the Aquaculture sector management 
structure is still dominated by white managers and people with postgraduate 
qualifications.  
Based on the practitioners responses it has been noted that the management in the 
Aquaculture sector is well experienced as most of the respondents have indicated 
that they have worked for more that eleven years.  
The Abalone aquaculture subsector is the most dominating aquaculture subsector in 
the Eastern Cape as 49% of the respondents have indicated that they are farming 
abalones.  
4.5.2 Interpretation of item responses 
The learning from the data that was collected and analysed in the distribution is a 
follows: 
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The business management skills that stood out to be mainly poor and need to be 
enhanced were marketing management and financial management skills. 
Bookkeeping skills as well as considering the needs of the market were the only 
elements that they perceived themselves as good with them.  
Based on the percentages for the questionnaire item responses table the study 
revealed that the respondents regard themselves as being good in executing the 
operational skills and supportive skills. The capacity management and networking 
elements in operational and supportive skills are the only elements that need to be 
enhanced as the respondents have shown that they are not comfortable enough in 
executing those skills.  
In the correlation between biographical variables and responses to the questionnaire 
items it has been clearly noted that there is a positive correlation at different levels 
between the responses of male and female respondents to most of the questionnaire 
items.  This means that there is no gender differences experienced in managing the 
aquaculture ventures.  
There was a positive relationship in comparing how different aquaculture business 
managers from different aquaculture subsectors view their business management 
skills. This indicated that although the abalone sector respondents are in the majority 
an increase in sector numbers would result in an increase in the current response 
selection level. The researcher also learnt that the aquaculture practitioners in 
different subsectors execute same or similar business management skills.  
The perceptions that appeared a lot to be low negative are under the marketing 
management variable. This is likely to happen because marketing in the aquaculture 
industry does not follow traditional western marketing principles, but rather more 
Asian marketing principles. Asian business and marketing is not based on marketing 
strategies and advertising. It is rather based on relationships and tradition where a 
client will not change supplier easily, and as a result this would take many years to 
occur. Therefore, marketing is almost never the focus of a normal manager (Paulet, 
2016).  Marketing elements are rated low because in the aquaculture industry there 
is currently less advertising as the demand for the products surpasses the production 
(Resoort, 2016).  
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4.6 CONCLUSION 
The findings indicate that the most aquaculture practitioners are middle aged people 
from the age group 45 to 50 years. The results also show that the present 
aquaculture practitioners marketing management skills are still not considered in the 
aquaculture business because in the aquaculture industry there is currently less 
advertising as the demand for the products surpasses the production. The marketing 
management skills elements that appeared to be low negative include, considering 
the needs of the market, identifying target market, working out marketing strategy 
and finding ways to do better that the competition. The majority the respondents 
have on average had received education training in Honours/B.Tech Degree 
qualification. More of the respondents had on average worked more than 11 years. 
The abalone industry aquaculture sub-sector seems to be the most dominating 
subsector.  
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CHAPTER FIVE 
SUMMARY OF FINDINGS, DISCUSSIONS, CONCLUSIONS AND 
RECOMMENDATIONS 
5.1 INTRODUCTION  
The study aimed at examining the role of business management skills in an 
aquaculture business to generate sustainable income.  This chapter therefore 
highlights the research outcomes under various headings that includes summary of 
major findings, conclusions drawn and recommendations derived from the study. 
The findings and conclusions are drawn in line with the specific objectives of the 
study. Finally, are the suggestions for further research.   
5.2 CONCLUDING REMARKS  
The research process of this study started with a qualitative approach in chapter two. 
Journal articles were reviewed to determine business management skills and their 
elements influencing successful income generation for aquaculture practitioners. 
Business management skills and their elements influencing successful income 
generation were listed, described, interpreted and motivated. Lastly a visual 
representation was business management skills and their elements influencing 
successful income generation was provided.   
Quantitative research approach then took place from chapter three in the empirical 
data collection, analysis and interpretation. Data collection tool was the constructed 
using the developed theoretical framework to determine the perception about the 
level of business management skills of aquaculture practitioners. Data was then 
collected using an online survey because it was seen as convenient and time saving 
to the researcher. The collected data was the recorded, organised and cleaned. The 
necessary statistical calculations which include; Pearson r counts, mean, mode, 
median, standard deviations, percentiles, chi-square, Spearman rank and 
percentages were performed. These statistical analyses were used to describe and 
interpreted the data.   
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5.3 SUMMARY OF FINDINGS  
Revisiting the main research objectives, the research had aimed at outlining the 
necessary business management skills that an aquaculture practitioner needs to 
have in order to generate sustainable income and also to make recommendations on 
the development of Aquaculture practitioner’s business skills in the province and 
even nationally.  
The first objective was met which is to outline the necessary business management 
skills that an aquaculture practitioner needs to have in order to generate sustainable 
income. Business management skills were outlined and tested to the current 
aquaculture practitioners in the Eastern Cape.   
The study also answered the main research question which asked how Aquaculture 
practitioners in the Eastern Cape Province perceive their Aquaculture practice 
business skills. The findings indicate that the most aquaculture practitioners are the 
middle aged people from the age group 45 to 50 years.  The results also show that 
the present aquaculture practitioners marketing management skills are still not 
considered in the aquaculture business because in the aquaculture industry there is 
currently less advertising as the demand for the products surpasses the production. 
The marketing management skills elements that appeared to be low negative 
include, considering the needs of the market, identifying target market, working out 
marketing strategy and finding ways to do better that the competition. It was also 
discovered that the financial management skills of the business managers of 
aquaculture businesses need to be enhanced more especially the bookkeeping skills 
as they have indicated to be the poorest element.  
The findings also indicate that the respondents also seem not to be confident about 
applying their personal life skill like time management and negotiation skills. The 
majority the respondents have on average had received education training in 
Honours/B.Tech Degree qualification. More of the respondents had on average 
worked more than 11 years. The abalone industry aquaculture sub-sector seems to 
be the most dominating subsector.   
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5.4 LIMITATIONS OF THE RESEARCH  
This study developed a business skills framework based on the literature that 
focused mainly on European and American context and it was challenging to apply 
everything into South African Context.   
It is necessary to note that development of skills is only a part of complex variables 
needed for successful income generation. This research study only focused on 
investigating one variable, the business management skills as a contributing factor to 
successful income generation.   
The research study only relied on the perspectives of the respondents, whom are the 
business owners-managers. There is a potential of validity problem with measuring 
performance based on their perceptions, having to evaluate themselves, could be 
biased. However, according to (Kunene, 2006) a variety of businesses might not be 
willing to supply the researcher with the information that they need for objective 
measures because of their suspicion of the academic research or its motives.   
5.5 RECOMMENDATIONS TO THE AQUCULTURE SECTOR  
This research has attempted to break new grounds on relations between business 
management skills and successful income generation. In so doing section the study 
has unveiled various business management skills that need to be addressed and 
incorporated key training implications.   
In order to enhance successful income generation through good aquaculture 
business management skills in the Eastern Cape Province, a number of 
recommendations have been developed based on the conclusions. These 
recommendations were identified during the course of the study.  
It would be recommended that the industry have their own way of marketing, and 
marketing strategy instead of the traditional Western marketing principles. The 
Aquaculture sector should have industry specific business management skills and it 
is quite different to the way other businesses operate.  
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In terms of training content and curriculum development, existing aquaculture 
business skills training institutions should revise their training materials to ensure 
they cover the activities necessary to train in a broad and holistic way. 
Firstly, the research study recommends that the training of aquaculture practitioners 
should focus on the development of those business management skills that are 
identified necessary for aquaculture practitioners.  The training of aquaculture 
practitioners should focus more in marketing and financial management skills as the 
aquaculture practitioners in the Eastern Cape Province have revealed that they are 
poor in those skills.  
Secondly, emerging aquaculture practitioners and graduates who intend to 
undertake aquaculture business ventures should ensure they are knowledgeable 
about the business management skills that are important for business success.   
The emerging aquaculture practitioners and graduates should also test themselves 
to check their level of ability in all the identified business management skills and from 
there should seek assistance to formulate skill development plans that will ensure 
that they have a plan that will get them the required skills as they prepare to enter 
into the aquaculture business venture.   
Thirdly, existing aquaculture practitioners should analyse their strengths and 
weaknesses in each of the identified aquaculture business management skills. It is 
advisable that they should also enrol themselves in outcome based skills 
development programmes for example training programmes or mentorship 
programmes that furnish them with competence in the identified business 
management skills that are needed in order to enhance income sustainability.   
Fourthly, private training consultancies, mentors, tertiary institutions; non-
government organisations (NGO’S), community-based organizations (CBO’s) and 
aquaculture industry training organizations who focus on aquaculture business 
management skills development should be able to determine the level of 
competence for each trainee in each business function, be able to deliver a basic 
course focusing on transferring the basic comprehension level.  
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Finally, policy makers should reflect whether the existing and emerging aquaculture 
practitioners are aware of the business management skills needed to successfully 
run an aquaculture business and if they are being equipped with the necessary skills 
that will enable them to engage in aquaculture business venture.   
5.6 AREAS FOR FUTURE RESEARCH  
Based on the results of the research study, this research suggests further research 
on the following areas:  
i. To investigate the factors affecting the growth of aquaculture business 
ventures in other areas in South Africa.   
ii. To assess the impact of the quick-cash syndrome among the aquaculture 
practitioners on the growth of aquaculture business ventures.  
iii. To evaluate the challenges facing government’s efforts to establish fish 
farming projects in the rural areas.   
5.7 CONCLUSION  
This study has attempted to make a contribution to the development of aquaculture 
business management skills and has come out with interesting findings and 
recommendations.  
The literature review introduced various important business management variable 
and their elements within the aquaculture business. During the literature review 
chapter, the research objectives were revisited and it was indicated that all 
objectives had been met. The business management that seemed to be of 
importance in enhancing income generation were identified, and those included, 
marketing management skills, financial management skills, operations management 
skills, and supporting skills which include, computer skills, technical skills, 
negotiation and time management skills.   
This study recommends that the less successful aquaculture projects in the Eastern 
Cape to be exposed to outcome based training aimed at developing the necessary 
and key business management skills.  
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It is hoped that the findings of this study could make an important contribution in the 
areas of theory, the development appropriate training programmes and methodology 
as well as policy formulation in the various departments connected with the 
promotion of the aquaculture sector. Hopefully future research would endeavour to 
open new avenues in this important area.  
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ANNEXURE A: LETTER TO RESPONDENTS 
Dear Respondent, 
I am Sichumile Koyo, a Postgraduate student at the Nelson Mandela Metropolitan 
University, pursuing a Master’s degree in Development Studies. As part of partial 
fulfilment for the degree I am conducting a research study on: Development of 
Aquaculture practitioners’ business management skills to enhance income 
sustainability. 
For this reason I would appreciate if you, the owner and or manager of the business 
would kindly spare a few minutes of your time to answer the following questions in 
regard to Aquaculture practitioners’ business skills to enhance income sustainability. 
The information you give will be treated with confidentiality and in no instance will 
your name be mentioned in this research. In addition, the information will not be 
used for any other purpose other than for this research. 
The closing date for responding to this survey is the 12th of December 2016 
Instruction for completing the questionnaire 
Please click on the web address / URL below to complete the questionnaire. 
http://forms.nmmu.ac.za/websurvey/q.asp?sid=1748&k=giaewqoelq       
By completing this questionnaire you are helping me to complete my Master’s 
Degree and the information you are giving could perhaps contribute to the skills 
development of the Aquaculture in helping the emerging Aquaculture practitioners 
improve their business management skills. 
Your assistance and co-operation will be highly appreciated. 
Thank you in advance. 
Yours Faithfully 
Sichumile Koyo (Miss) 
Student number: 211206067 
Cell: 073485671 
Email: s211206067@nmmu.ac.za / sichumile.k@gmail.com 
Supervisor: Dr R. Gerber, Robert.Gerber@nmmu.ac.za 
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ANNEXURE B: QUESTIONNAIRE 
  
      
Sichumile Koyo 
 
Page: 1 
  
Development of Aquaculture Practitioners' business skills to enhance income sustainability. 
  
1. Section 1: Biographical Information 
Select the most appropriate response by clicking on the relevant button.   
1.1 * Gender 
Male Female  
 
 
1.2 * Age Group 
20 - 24 25 - 29 30 - 34 35 - 39 40 - 44 45 - 
50 51 - 54 55 and older  
 
 
1.3 * Ethnicity 
Black Coloured Indian White  
 
 
1.4 * Designation in the Company 
Senior Management Middle Management Lower 
Management Worker  
 
 
1.5 * Job Title 
CEO Senior Manager Manager Project Manager 
Artisan Fish Farmer Shift Worker  
 
 
1.6 * Job Level 
Grade 1 Grade 2 Grade 3 Grade 4  
 
 
1.7 * Academic Level 
Grade 10 Grade 12 Certificate Diploma Advanced 
Diploma First Degree Honnours/BTech Degree Master's 
Degree Doctor's Degree  
 
 
1.8 * Work Experience in years 
0 - 5 6 - 10 11 - 15 16 - 20 21 -25 26 and 
more  
 
 
1.9 * Aquculture Sub-sector 
Abalone Industry Finfish Industry Oyster Industry Mussel 
Induatry Seaweed Industry  
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Select the most appropriate response by clicking on the relevant button. 
 
To what extent do you apply or are you able to execute the following in managing your aquaculture business? 
 
Select from the following below: 
Very poor / Poor / Fair / Good / Excellent  
 
2.1 * Conduct market research and 
analysis Very Poor 1 2 3 4 5  
Excellent 
 
 
2.2 * Consider the needs of the 
market Very Poor 1 2 3 4 5  
Excellent 
 
 
2.3 * Devise a marketing strategy 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.4 * Identify the marketing mix 
(price, product, place, 
promotion, location, people and 
process) 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.5 * Identify a target market 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.6 * Advertise 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.7 * Analyse competition and 
develop strategies to surpass 
the competition 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.8 * Accounting principles 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.9 * Find alternative sources of 
finance Very Poor 1 2 3 4 5  
Excellent 
 
 
2.10 * Cashflow Management 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.11 * Bookkeeping skills 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.12 * Credit management 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.13 * Cost management 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.14 * Drafting and interpreting 
financial statements including 
income, balance and cash flow 
statements 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.15 * Making/producing products 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.16 * Process management 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.17 * Quality control 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.18 * Strategising to meet and 
surpass quality of competitors Very Poor 1 2 3 4 5  
Excellent 
 
 
2.19 * Monitoring productivity and 
related performance  Very Poor 1 2 3 4 5  
Excellent 
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2.20 * Capacity management 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.21 * Networking 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.22 * Time Management & 
Negotioation skills Very Poor 1 2 3 4 5  
Excellent 
 
 
2.23 * Computer skills 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
2.24 * Technical skills 
Very Poor 
1 2 3 4 5  
Excellent 
 
 
   
3. Section 3  
Select the most appropriate response by clicking on the relevant button. 
 
To what extent do you feel comfortable in doing the following:   
3.1 * Working out a marketing 
strategy? to no extent 1 2 3 4 5  
to a very large extent 
 
 
3.2 * Finding ways to do better than 
your competition? to no extent 1 2 3 4 5  
to a very large extent 
 
 
3.3 * Applying personal life skills? 
to no extent 
1 2 3 4 5  
to a very large extent 
 
 
   
   
  
Sichumile Koyo: NMMU 
   
   
 
 
